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People: Conklin, Jeff 

Companies: Andersen Consulting (NAICS: 541611 ) , TradeAccess Inc (NAICS: 511210 ) 

Dateline: Massachusetts 

Publication title: PR Newswire . New York: Jun21.2000 . pg. 1 

Source type: Wire feed 

ProQuest document ID: 55378368 
Text Word Count 773 

Document URL: http://proquest.umi.com/pqdweb?did=55378368&sid=7&Fmt=3&clientld=19649&RQT=309&VName=PQD 
Abstract (Document Summary) 

Leaders in the B2B e-commerce industry have identified automated negotiation as one of the most critical missing components for 
acceleration of B2B e-commerce. Current B2B e-commerce technologies can support only the buying and selling of commodities, in the 
form of auctions, shopping carts, and "matching" technology. By contrast, the TradeAccess system can handle all business processes 
involved in negotiating commercial relationships, including purchase orders, sample quantities, order/contract volumes, sales terms, 
RFP (request for proposal), MPA (master purchase agreement), BOM (bill of materials), delivery scheduling, domestic and international 
payment methods, order tracking, transaction reporting, and shipping and delivery terms - even international terms of trade. 
TradeAccess enhances commercial relationships by managing rules and processes at all three levels required: the business rules of 
both the buying and selling enterprises; the rules of the marketplace entity, whether public or private; and the accepted commercial 
rules of domestic and international trade with which all enterprises and marketplaces must comply. The TradeAccess negotiation 
system ensures the integrity of both the requisite business processes and information for reaching online agreements, while capturing 
the interactions of buying and selling organizations - with the major benefit of reducing the 45 percent in commerce transaction costs 
and time directly attributable to processing. 



Full Text (773 words) 



Copyright PR Newswire - NYJun 21, 2000 



Company's Invention of the First Software System for Iterative, Multi-Term Negotiation a Breakthrough for Next-Generation B2B E- 
Commerce Marketplaces 



CAMBRIDGE, Mass., June 21 /PRNewswire/ - TradeAccess, Inc., the pioneer of B2B e-commerce negotiation technology, today 
announced that the company has received a Notice of Allowance from the US Patent and Trademark Office for a soon to issue patent 
covering business-to-business (B2B) e-commerce negotiation processes. This is the first of a series of patents applied for by 
TradeAccess relating to the company's unique invention of a negotiation software system designed to meet the needs of global 
businesses for negotiated e- commerce processes. 

"The patent corresponding to the Notice of Allowance should be published within the next few months," said Atty. Maureen Stretch, 
patent counsel for TradeAccess. "We are aware of no similar software system, nor of any other patents for any technology like it. We 
also believe it to be one of the first Internet-related software patents to issue under the Patent Office's new, more stringent guidelines 
for evaluating business process inventions/' she added. 
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The invention is the culmination of TradeAccess's visionary approach to solving the problem of online negotiation of complex business 
terms and relationships and represents a diligent, 30 man- year development effort. The company will license its application broadly to 
corporations and e-market makers, and license its technology to technology vendors. Concurrently, the company is also developing 
strategic partnerships with service firms in order to accelerate the system's deployment across industries. The first firm to announce a 
worldwide alliance with TradeAccess is ©Andersen Consulting (please see separate release). 

"The patent application covers our invention of a Web-based system providing support for multiple terms and iterative negotiated 
buying and selling via the Internet," said TradeAccess CEO Jeff Conklin. "When we started out, our goal was nothing less than to set 
the benchmark for online negotiation processes. The technology system we have invented meets that objective by providing the first 
real negotiation engine for B2B e-commerce - not bidding or auctions, not shopping carts, but real negotiation of complex 
agreements with multiple terms to facilitate on-going B2B commercial relationships. 

"We are committed to accelerating the widespread adoption of our negotiation technology for B2B e-commerce across industries, and 
our alliance with ©Andersen Consulting is a significant first step," added Conklin. "In order to foster information and process integrity 
and promote interoperability for third-party services and other applications that support inter-enterprise commerce, we will also license 
our negotiation engine technology, based on a set of XML- based interfaces, to enable other vendors' applications to interact with the 
TradeAccess Data Model." 

Leaders in the B2B e-commerce industry have identified automated negotiation as one of the most critical missing components for 
acceleration of B2B e-commerce. Current B2B e-commerce technologies can support only the buying and selling of commodities, in the 
form of auctions, shopping carts, and "matching" technology. By contrast, the TradeAccess system can handle all business processes 
involved in negotiating commercial relationships, including purchase orders, sample quantities, order/contract volumes, sales terms, 
RFP (request for proposal), MPA (master purchase agreement), BOM (bill of materials), delivery scheduling, domestic and international 
payment methods, order tracking, transaction reporting, and shipping and delivery terms - even international terms of trade. 
TradeAccess enhances commercial relationships by managing rules and processes at all three levels required: the business rules of 
both the buying and selling enterprises; the rules of the marketplace entity, whether public or private; and the accepted commercial 
rules of domestic and international trade with which all enterprises and marketplaces must comply. The TradeAccess negotiation 
system ensures the integrity of both the requisite business processes and information for reaching online agreements, while capturing 
the interactions of buying and selling organizations - with the major benefit of reducing the 45 percent in commerce transaction costs 
and time directly attributable to processing. 

About TradeAccess 

TradeAccess(R) Inc. is pioneering B2B e-commerce negotiation technology, with a patent-pending negotiation system aimed at the 
transformation of online commerce. This breakthrough technology is immediately applicable to B2B e-commerce in direct materials, 
high- value services, and other strategic business relationships. The company's EcommBuilder(TM) is the first multi- variate, iterative 
negotiation platform that powers next-generation B2B marketplaces, both public and private, by supporting the fundamental 
requirements of on-going, complex commercial relationships. Founded in 1998, TradeAccess is privately held and venture capital 
backed, with financing from Cross Atlantic Technology Fund, LP (XATF), 3i Corporation and private investors. Based in Cambridge, 
MA, TradeAccess is on the Web at www.tradeaccess.com. 

TradeAccess is a registered trademark and EcommBuilder is a trademark of TradeAccess, Inc. All other trademarks are the property of 
their respective owners. SOURCE TradeAccess, Inc. 
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